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Blog 1
Digital marketing as a collaborator of brand awareness:
Creating and increasing brand awareness through the digital marketing process is a common phenomenon in today’s businesses. Vodafone Company has adapted this trading strategy to satisfy all audiences’ needs and also to ensure brand awareness all over United Kingdom’s markets. Upgradation of branding metrics like reach, company favourability, and customer purchase intent is the main motto of e-marketing (Chaffey and Ellis-Chadwick 2019). Just as Vodafone, as a telecommunication enterprise have initiated this technique within their trading areas to expand its business vastly. Providing consumers best available networks, and telecom services within this region is the primary target of their company. 
The chosen enterprise has noticed that many customers are still not aware of their newly launched services. Therefore, new social media platforms have been started by their company to connect with more of audiences and also to hear the demands and feedback of customers. Telegram, Instagram, Facebook, and Twitter are digital platforms through which this firm are attempting to create relationships with their valuable national customers. With the assistance of these sites, sharing product insights through videos and pictures of those items to grab the attention of users toward brand services will be possible (Ansari et al. 2019). More audiences will be attracted towards this company, it will be considered as marketing benefit for constructing organization products awareness. Feedback from customers will assist them to evolve its business and also generating better services for its stakeholders. 
The next time audiences will visit their page, require to leave opinions to help them to evaluate together. 

Blog 2
The philosophical function of Vodafone for customer satisfaction:
As known by the marketers, acquisition of new consumers and retention of existing users is the current trading target of each telecom business. Many consumers have reported that the application of traditional tactics is weakening the service quality of Vodafone. Therefore, to combat the challenges and also to satisfy audience demands, the marketing executive of this company has decided to initiate new trading strategies by applying marketing theory in operation areas. Now the question what is that revolutionary theory?
Kotler and Armstrong’s trading concept can be identified here as such perspective by adapting which overall trading culture of this selected enterprise can be evaluated. It will assist its authorities to create a better and positive interlinkage with their customers so that organizers can upgrade their customer service system based on users’ requirements as well. Five levels of demand stretching from operational to emotional requirements are the major concept of this theory to fulfill users’ needs (Kotler and Armstrong 2016). Core, actual, and augmented standards are the three bases of marketing tactics based on which consumers’ satisfaction levels will be estimated. Here consumers are thinking that as an audience what opportunities they shall gain from the application of this concept?
Well, gladly this company is announcing to their customers that Vodafone is a customer-oriented firm and users are at the central-most position in its philosophy. Immense cooperation and feedback of audiences are the paths of this firm’s journey. Therefore, by implementing a digital marketing strategy, the respective marketing team and system engineers will try to identify the demand of customers through search engine procedures. The placement of Search Engine Result Pages (SERS) at the top of the website is another essential task that will be updated to enhance the sales revenue from their regional markets in terms of more customer acquisition (Terrance, Shrivastava and Kumari 2017). 
Any further recommendations from consumers will also be highly appreciated by the marketing authorities. 

Blog 3
Scheduling audience retention program: 
As a customer-centered telecommunication organization, retaining the existing clients and consumers are the primary plan of this enterprise. Providing better telecom services and broadband networks will assist this organization to preserve users, both old and new. Introducing various new service options, like 5G facilities is one of the major plans that Vodafone organizers shall execute to furnish users with better communication services in remote areas as well. Is it the only plan?
No, there are other exclusive schemes for all customers as well. From now, this chosen company is going to give its audiences different extra benefits like extra offers. Top-fan contest will also be held on corporation’s web portal. Hence, there are some conditions. The audiences will have to be existing ones, especially those more than 3 years, and proactive with their services. Apart from this, several other advantages, such as old account holders will acquire service certificates from the organization with gift coupons for believing the authority for ages. Effective sales promotion and positive relationships between users and authorities will help to attract more audiences from national markets (Ofosu-Boateng 2020). Now users are thinking, what are the advantages of this scheme?
Well, for the kind information of audiences, this selected organization is gladly informing all users that those winning customers of this competition, will get a chance to promote themselves on the company web page through an interview. It will introduce them to this chosen firm’s expanding world. Thus, customers can gain an opportunity to meet the globe by becoming top fan of this company as well. Positive interconnectedness quality, better linkage with items and services, and good trading results can also be obtained through social media activities (Achen 2017). 
High-speed broadband services and revised monthly plans at a cheap and affordable rate are other valuable plans that this firm has prepared to encourage their users for better support and coordination in the future. 


Blog 4
Production development ways: 
Diverse business policies will also be obtained here by the company to give the project a fruitful structure in their regional markets. For achieving this purpose, they will update their system software, and other technical segments so that high-quality and uninterrupted service can be provided by company to their users. Customers are now thinking that how will it recover the trading system.
In this context, it can be stated that several contemporary machines and their functionaries will also be adopted by this enterprise to compete with other networks. By reducing the cost of service and ensuring a qualitative network, marketing representatives will attempt to develop their operating areas in this concerned nation. 
Besides technological advancement, high-skilled and knowledgeable laborers will also be appointed by these chosen organizers. Initiation of different innovative items and services, new delivery items, and the introduction of creativities are the ultimate target of recruiting skilled workers (Ayandibu and Houghton 2017). Similarly, to run and operate contemporary machinery, technically proficient staff is required for this telecom industry. The proactive attitude of workers will accelerate the productivity of this firm and as a result, evolved services will be provided to all customers and clients in the overall nation. The accomplishment of crowdsensing tasks is the other advantage of skilled staff participation (Kang et al. 2020). 
Here the question arises is how digital marketing will be affected due to such implications.
As a result, it can be discussed that a marketing executive will be appointed by this company who will supervise all the trading activities and promotional areas to make it better, affordable, flexible, and convincing for other users as well. 
Blog 5
Execution of effective methods: 
Is the application of all these programs manageable?
Definitely, with proper managerial tactics and the efforts of execution teams, execution of all these planned strategies is achievable in trading markets. The project team will give their bests to provide customers with the best telecom and networking services in this whole region. Market segmentation and quantitative research methods will also be applied here by the authorities so that they can introduce new telecommunication facilities based on customers’ concerns. 
For consumers’ information, it is also notifying that to engage with more audiences and to solve the query of all users, artificial intelligence software will be introduced in this enterprise. Algorithmic decision construction and consumer engagement will be easier due to the application of this technical system (Bader and Kaiser 2019). Through the implementation of this technology, this selected firm will connect with increased audiences at a less point in time. It will accelerate their service quality and pattern as well in the national telecom business. 
Further, by reminding the safety purposes of customers, authorities will launch and start using the cloud storage software in their functioning areas. The SaaS cloud model will secure secondary data from unauthorized and improper access (Naous and Legner 2019). Confidential data of consumers, clients, and marketing tactics will be securely preserved here by the organization as well. Thus, the management team will try to accomplish the project in its business region. 


Blog 6
Digital marketing and newly opened opportunities:
Digital marketing has opened up various fresh paths in front of modern business industries. It is now easy to monitor and evaluate organizations’ trading aspects and promotional areas through e-trading strategies, like Vodafone, which has adapted this technique to keep their customers satisfied with high technology services and products in the telecommunication market United Kingdom. 
Initiation of more services at a lesser period with the technical support has emerged a new door for their company with grabbing the hand of which organizers are successfully entering the digital world of business. Better service quality, the responsiveness of workers, and employees’ attitudes can also be controlled by applying the digitalization procedure (Rind et al. 2018). 
As customers are in the prime position in this enterprise, it is the responsibility of managers to satisfy their consumers by delivering them qualitative and demanding services that they require for fulfilling their purposes. Self-servicing will also be initiated by these selective marketers so that users can be capable to manage their issues by themselves. Customer intention and loyalty can be estimated through this technique (Shahid Iqbal, Ul Hassan and Habibah 2018). Through the digitalization process and with the aid of social platforms, newly launched services and their functions will also be shared with customers through such social sites. Thus, consumers will acquire a chance to select as per their requirements. Customization of services can also be possible for vastly helping users. 
In this modern era, as all companies are depending on computer systems, fast and good quality broadband services have become an essential criterion for all users. Therefore, this selected company will ensure to provide high-speed net and communication services to their users for obtaining a good position in this developed business market. 
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